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ANNOUNCES NEW SIX- CYLINDER CAR 


Chevrolet Gives 30,000 Employees NEW COMPANY HAS PLANTS 
Guarantee of Jobs Until Spring: 





D* “TROIT, Dec. 15.—Announcement is made by |] 
Coyle, vice-president and general auditor of C laaeatia t, | 
that the company will guarantee steady jobs for at least 
30,000 men until spring, regardless of the sale of cars. 
Chevrolet now is operating on an eight-hour four-day week | 
and this schedule will be followed until 40,000 are at work. 
“This does not mean that we will | 
| flood the market with cars if the 
|demand does not materialize,” says 
Mr. Coyle, “instead, our idea is to| 
assemble the cars only as required. 
Such plan would increase our in- 
ventories, add to our storage costs, 
but we believe we would have the 
benefit of quality in even parts pro- 
@uetion flow. Chevrolet: is sold on 
the idea that 1931 will witness a 
recovery in automobile sales, just 
as truly as it admits the present 
year has been poor.” 
“We are especially encouraged by 
prospects. Last month we had the 


INCREASED STEEL DEMAND 
INDICATES EARLY UPTURN | 


Youngstown, O., Dec. 15.—Consid- 
tonnage covering a wide 
2 being 


steel producers for quarter de- 
livery, it has been announced. 

The movement is strengthening 
the feeling that a decided improve- 
ment in the iron and steel trade in 
the district will be apparent in Jan- 
uary and February, although no 








biggest November in our history, 
when we built 47,000 units. For De- 


overnight transformation is ex- 
pected. 

It is said that a#utomotive steel 
requirements for the first quarter 
will be a big factor in the increased 


_ (Continued on n Page 2) 





PRODUCTION TO MEET |... 
CURRENT CONDITIONS 


| 
ASHINGTON, Dec. 15.—Evidence | 


that the automotive and other 


major industries have adapted 
themselves to current conditions and 
have successfully balanced produc- 
tion and market conditions was 
pointed out today in an analysis of 
year-end reports gathered by Julius 
H. Barnes, chairman of the National 
Business Survey Conference. 

Even during the period of reces- 
sion, the aggregate volume of trade, 
Mr. Barnes explained, has manifest- 
ly been of large proportions, and 


there are indications of individual | 


industries being successful beyond 
the average, either because of spe- 





(Continued on Page 2) 


__|tor Car Company announces that 
| the required two-thirds of the com- 


IN OAKLAND AND GRAND 
RAPIDS; PRICES $525 TO $765 


Will Be Powered by Hall Engine With 3%%-in. 
Bore ang 4-in. Stroke; To Have Three 


Speed Constant Mesh Transmission 





Special from A. D. N. Detroit Bureau 
ETROIT, Dec. 15.—W. C. Durant and Norman De Vaux 
have come to a parting of the ways so far as a busi- 
ness connection is concerned, and the result is the announce- 
ment today from Grand Rapids of the birth of a new car— 
the De Vaux Six—which will be displayed for the first time 
in a hotel exhibit_at the Chicago show. It will be made by 


| the newly organized De Vaux-Hall Motors Corporation. 
It will be marketed at prices 


ranging from $525 to $765 on a 115- 
inch wheel base, and will be made in 


JORDAN FINANCING 
PLAN IS APPROVED esta demand, and in a lat 


aie oe ;which De Vaux has bought in 
New York, Dec. 15.—Jordan Mo-| Grand Rapids, Mich., for the East- 
ern half of the country. 
Although it has been known for 
some time that De Vaux, who had 


—_—@> 





schedules. 


AUBURN-PIERCE-ARROW 


TO USE FREE WHEELING | 


Detroit, Dec. 15.—It is understood 
that the impending announcement 
of their 1931 lines by Pierce-Arrow 
and Auburn will disclose the fact 
that both these manufacturers are 
using free-wheeling in their new 
cars. 

This makes a notable addition to 
Studebaker, Lincoln and Hupp, 
which have already announced their 
adherence to the free-wheeling type 
of transmission. 


Shrinkage of 20 to 25% | 
In Dealers: 


Chicago, Dec. 15.—Estimating that 
the number of automobile dealers 
in business next March will be from 
20 to 25 per cent. less than in 1929, 
W. A. Blees, vice-president in charge 
of sales of the Oakland Motor Car 
Company, told members of the 
Chicago Automobile Trade Asso- 
ciation at the Hotel Sherman that 
this shrinkage will prove one of the 
best things that could happen to 
the industry. 

“There are too many dealers in 
the automobile business today, and 
while we may be sorry for those 
who are passing out of the picture 
the chances of those dealers re- 
maining will be better when there 
dre fewer of them,” said Mr. Blees. 

¥T am optimistic about the auto- 
mobile business, and the situation 
just mentioned is one of the rea- 
sons, Another is that manufactur- 
ers have learned their lesson out of 
the depression and are in the mood 


| mon and preferred shares have been 





AUBURN ORDERS $9,000,000 
WORTH OF 1931 MATERIALS 


UBURN, Ind., Dec. 15.—Auburn Automobile Company 
in the last ten days has placed order commitments in 
excess of $9,000,000 for materials to be used in its 1931 


cars. Deliveries are to start at once. 

Ohio and Indiana manufacturers ®—— _ 
have been successful bidders for i oinder. The orders cover only com- 
proximately $6,000,000 of this busi- | mitments for the first part of 1931. 
ness, with Michigan and Hlinois | More than $2,000,000 in contract 
concerns sharing most of the re-| ommitments have been let to Mich- 
| igan manufacturers for materials. 

The bulk of the commitments 
have gone to Detroit concerns, al- 
though several other Michigan cities 
are represented. 

Successful Detroit concerns are: 
| Detroit Gear. and Machine Company, 
Universal Products Company, Tern- 
| stedt Manufacturing Company, Mo- 


Seen by Blees 


to help dealers. The dealers, too, 
have learned much, with the result | 
that those with the correct attitude | 

are attending more strictly to their | (Continued om Page 5) 
business than ever before and are 
in a receptive mood in the matter 
of improving management. 

“A further reason for my opti- 
mism is that the automobile is a/ Sparks from Detroit Page 2 
basic part of our transportation | Ford dealer cashes in on two big 
system, will always remain so, and events Page 3 
in some respects has no competi- | Studebaker of Chicago has 34.8 per 
tion. cent. gain over November, 1929, 
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“My advice to dealers is to stick | Page 3 
to the automobile business. For|Editorial: “Overproduction or 
one thing, I believe the worst is} Underconsumption” coco eee < 
over. If a dealer feels he ought to| News in the truck and bus field, 
get out of the automobile business | Page 5 
I would ask him what business he} Wholesale news and views. . -Page 8 
thinks would be better to enter.| Engineering news ......... Page 10 


I don’t know of any. Predictions 

may be dangerous, but I believe | REFERENCE TABLE 

that retail automobile sales will be Major specifications and mechani- 
cal details of passenger cars, 

Pages 6, 7 





(Continued on Page 3) 


Products Corporation, L. A.| 


deposited in connection with the 
ee of the company. The 

plan requires the formation of a 
om company, the Jordan Motors 


Corporation, Inc., with capitaliza- 
tion of 500,000 shares of no-par 
common, 


Preferred stockholders of the old 
company were offered five shares 
of the new common for each share 
held and common shareholders were 
|given one share of new stock for 
ten shares of the old common. In 
|} addition 150,000 shares will be sold 
at $10 a share. 

The company also stated that the 
secretary of state of Ohio had ap- 
proved the change ~ 





1931 PRICES 


been at the head of Durant Motors 
of California, had purchased the in- 
terests of W. C. Durant and his son, 
R. C. Durant, in the California or- 
ganization, the termination of the 
contract under which Durant cars 
were built and sold in the West and 
the Orient was not expected. There- 
fore the news of cancellation of the 
agreement with the Durants and 
the formation of the DeVaux-Hall 
Motors Corporation comes as a big 
surprise to the industry. 

In this new deal De Vaux has 
combined forces with Col. Elbert J. 
Hall, co- ~designer of the famous Lib- 





(Continued on Page 2) 


INDUSTRY READY FOR SHOWS; 


BEING GUARDED 


By CHRIS SINSABAUGH 


| Topay | 


ETROIT, Dec. 15.—With less than three weeks remain- 

ing before the New York show, it can be said that so 

far as that national exhibition is concerned, the industry 

has its house in order. Plans are well matured, production 

of new models is going ahead at a lively pace and the manu- 

facturers are awaiting the opening of Grand Central Palace 

confidently expecting a hearty reception by both the public 

and the dealers of the new lines they have been working on 
during the fall months. , ' 

While the new models have been; fyidently this delay is occasioned 


approved by the higher ups so far as | | by a desire to either guard the prices 


mechanical details are concerned, 
there seems to be a disposition to | from competitors until the last min- 


wait until the last minute before an- | ute or to be ready to meet the lists 
nouncing prices. Several of the big | of a rival if necessary. Some of those 
concerns in handing out advance | withholding prices will say abso- 
stories of the new lines have in-|j]utely nothing, while others give 
formed me that prices will not be/ only a vague idea as to the range 
available until the show doors are 


opening. 





(Continued | on Page 4) 
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Chevrolet Assures 30,000 





(Continued from Page 1) 


cember we have scheduled 60,000;course, much simpler in depart- 
cars, yet we will fall far short of | ments where the prouict has been 
requirements. Our present problem | standardized, and there is less risk 
is a distinct shortage of cars.” of obsolescence and deterioration. 
The product of the incandescent 
lamp department is notably one of 
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Employees of Their Jobs 


REASSURE WORKERS 


Newark, N. J., Dec. 15. — Two) 
thousand employees at the Newark | 
and Harrison plants of the General | 
Electric Company lamp depart- | 
ments were assured of fifty weeks’ | 
work next year in notices sent the | 
plants by Gerard Swope, president. | 
The guaranty is for hourly and) 
piece work rate employees who have | 
been in the company’s service two 
years or longer. 

Local General Electric plants 
oenefited by the guaranty are at 40 
17th Ave., Newark, and the Harrison 


Glass Works of the General Electric | 


Company, 722 Cross St., Harrison. 


Other principal plants are at East | 


Boston, Buffalo, Cleveland, Youngs- 
town, Warren, O., and St. Louis, as 


wel] as smaller plants in other cities. | 


The total number of employees in 
the country to be benefited, includ- 
ing Newark and Harrison, is ap- | 
proximately 9,000. 

The guaranty, which is an exten- 
sion of the employment and unem- 
ployment insurance plan announced 
by the company June 19, is condi- 
tional on the approval of 60 per| 
cent. of the employees of the va- | 
rious plants. Under the plan each 
employee will contribute 1 per cent. | 
of weekly earnings to the pension 
fund. 

In the notice making the plan ef- 
fective January 1 Mr. Swope calls | 
attention to the fact that in out- | 
lining the unemployment insurance | 
plan last summer emphasis was laid 
upon stabilization. 

“The problem,” 


-_——_ —_ 


he said, “is, of 


What Price Quietness? 


With increasing refinement in 
motor and body design, every 
moving part comes in for con- 
sideration as to its contribu- 
tion to the “noise level.” 

As this “noise level’’ is re- 
duced, designs that have been 
acceptable in the past reveal 
themselves as objectionable in 
to-day’s job. 

For this reason, the General 
Electric Company's engineers 
developed their new “cotton 
center” gear, so that the timing- 
gear noise could again be sub- 
merged below the “noise 
level” of the newest eights. 





THE GENERAL BLEOTRIC 
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these. 


| Chevrolet factory in Oakland, Cal., 





PROGRAM 
A NATION-WIDE N. B. . 


GENERAL ELECTRIC COMPANY. SCHENECTADY, 


It is hoped the plan may be 
continued from year to year, pos- 
sibly with modifications resulting 
from experience.” 


| 


DE VAUX BREAKS 
WITH DURANT 


(Continued from Page 1) | 


, erty aircraft engine, who is recog- 
| nized as a world’s authority in the 
|designing of internal combustion 
| gas engines and who also will be re- 
membered as head of the Hall-Scott 
Motor Company. Col, Hall has to 
his credit many successes in the de- 
‘signing of motors for passenger 
| cars, trucks, buses and marine work. 

De Vaux long has been identified 
with the industry, starting as one of 
W. C. Durant’s lieutenants in the 
early days of Buick. It was De Vaux 
who headed the Chevrolet organiza- | 
tion in the West. As chief executive 
and 50 per cent. owner, he built the 


| 
| 
| 


to supply Chevrolet cars to Pacific 
Coast states and the islands of the | 
Pacific. Later on, when Durant, af- | 
ter leaving General Motors, launched | 
his own company, De Vaux left 
General Motors to again enlist un- 
der the Durant banner. He set up 
the Durant Motor Company of Cali- 
fornia and was its president and | 
general manager. This company, | 
operating the large plant at Gon | 
land, manufactured more than 
150,000 Durant-built automobiles for | 

———- — |} 





830-76 | 
BROADCAST EVERY SATURDAY 
NETWORK 


ELECTRIC 


N. ¥.. SALES Orrices in PRINCIPAL cirese 








| Was 23 per cent. under the average 


‘of this year were 31 per cent. under 
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Pacifie Coast and foreign consump- 
tion. 

The De Vaux car is to be in pro- 
duction soon after the first of the 
year. Already contracts have been 
signed by several hundred dealers, 
it is anpounced. The Eastern plant 
at Grand Rapids is fast getting into 
action with Col. Hall personally su- 
pervising engineering operations 
and De Vaux directing the merchan- 
dising program. 

Production in both the Michigan 
and California plants will be in 
|charge of George R. Scott, a Gen- 
eral Motors veteran who has been 
associated with De Vaux in his 
Chevrolet and Durant operations. 

The new car will carry a 3% by 4 
six-cylinder Hall engine, will have a 
wheel base of 115 inches and will be 








| 
featured by a new type three-speed 


transmission which will provide a 
low and a double high shifting of 


gears, with the sliding clutch be-| 
tween the two high gears constantly | 


in mesh. 

M. Comte de Sakhroffsky, a Rus- 
sian designer of note, is the creator 
of the De Vaux body models, his 
'offering being long, low design ac- 
centuated by a low French roof. 

According to the set-up outlined 
; above, W. C. Durant’s connection 
| with the automotive industry is now 
; limited to his stock holdings in Du- 
‘rant Motors, Inc., which is the 
| parent organization controlling Du- 
|rant Motors of Michigan and. the 
| American Plate Glass Corporation. 


| The Durant plant at Lansing is now | 


| 


|} engaged in the production of the 
| American Mathis, the miniature car 
which was announced some months 
ago. E. V. C. Mathis, the French 
manufacturer, who is president of 
the American Mathis Company, is 
now in this country, lining up deal- 
ers, arranging finances and to see 
the forthcoming shows. The first 
Mathis cars are scheduled to come 
off the production line at about 
show time. 


INDUSTRY BALANCES 
PRODUCTION TO MEET 
CURRENT CONDITIONS 


(Continued from Page 1) 


cial conditions or “because of man- 
agement qualities, courage or initia- 
tive and enterprise, which are typi- 
cally American.” 

These highlights are taken from 


| the summary of reports and reflect | 


generally conditions in the automo- 
tive and allied industries:— 

1. Motor vehicle production for 
the first eleven months of this year 


for the preceding five years. 

2. November production, placed at | 
124,000 units, was 20 per cent. under | 
October and 45 per cent. under No- 
vember, 1929. 

3. Registrations of new passen- 
ger cars during the first ten months | 
1929, slightly below 1928, and 
slightly over 1927. 

4. New truck registrations in Oc- 
tober increased slightly over Sep- | 
tember. For the first ten months 
truck registrations were 21 per 
cent. below 1929, but larger than in | 
any earlier year. 

5. Dealers’ stocks on November 1 | 
were 13 per cent. below the figure | 
for October 1, while the total for | 
December 1 is expected to show a 
further reduction. 

6. Sales of American automobiles 
abroad during the first ten months | 
were 512,000 units, a decrease of 43 | 
per cent. under 1929. | 

7. Sixteen per cent. of production | 
was exported in the first ten months | 
of this year, as compared with 17 | 
per cent. last year. 

| 
OAKLAND-PONTIAC NAMES | 

G. T. CHRISTOPHER MANAGER | 

Pontiac, Mich. Dec. 15.—An- | 
nouncement is made that George T. 
Christopher, brought to Oakland- | 
Pontiac several weeks ago from 
Oldsmobile, has succeeded Gordon 
Lefebvre as Oakland-Pontiac fac- | 
tory manager. 
CLAYTON & LAMBERT | 

DECLARES DIVIDEND | 

Detroit, Dec. 15——-The December 

meeting of the board of directors of | 


turing Company declared the regu- | 


lar quarterly dividend of 10 cents 
per share. All the old officers and 
directors were re-elected. 





| 


| one thereafter. 


| the cops came. 


‘common politeness. 
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| Color Affects Design 


| * * * 





Delayed Alibis 


* « * 


Hupp Surveys Traffic 


* * * 





| 








HAT keen-eyed observer, Howard Ketchum of the Duce 

Color Advisory Service, has kept close tab on the new 
models being prepped for the national shows. Because of his 
observations, he declares that New York and Chicago will 
prove his assertion that color has influenced design on 
1931 lines. 

“The effect of color on design has been given primary 
consideration on some of the new models to be introduced at 
New York and Chicago,” says this expert. “A number of the 
new body lines have been more successfully constructed than 
ever before to accommodate interesting new esthetic color 
arrangements. 

“Cars have been recently released epitomizing simplicity 

of design so successfully that a single exclusive all-over color 
adequately serves the finishing requirements. This single- 
‘color treatment emphasizes the simplicity of line and the 
‘unity of designs. With monochromatic treatment, colors of 
distinctive mood can be used to best advantage, since there 
is no interfering secondary color to detract from the effect 
'of the whole. 

“In this connection bright, dynamic cream beige light 
'and reds similar to magic flame or dragon are apropos for 
/use on phaeton to roadster body styles. Rich, regal blues, 
particularly serge, state or classic, are especially well suited 
| for finishing the formal car because of their dignified mood 
| Greens in the range from dark, bright bronze green to paste 

values on the order of jade mist are adaptable to practically 


| 
| all models.” 4 
} 7 * * 


EMEMBER the one about the Jewish gentleman who 

phoned a strange doctor, asking his fees before calling? 
| He was told they were $5 for the first call and $3 for each 
As he stepped into the doctor’s office after 
taking this precaution, he thrust out a hand, with the salu- 
tation, ““Well, doctor, here I am again!” 

A local motorist must have recalled this when he smashed 
into another’s car, banging up the fender and fleeing before 
Resourceful, he rushed to the telephone and 
So far so good, but 


reported to the police his car was stolen. 


| the hard boiled desk sergeant discovered that the “theft”? was 


reported fifteen minutes after the accident, so the quick 
thinker was haled into court and fined $30 for leaving the 


‘scene of an accident. 


“I still think it was a mighty fine idea,” he said, as he 


| paid the assessment. 


o* * a 
UPMOBILE has been conducting a quiet investigation 
of ““‘What’s Wrong With Today’s Traffic,” and in mak- 
ing its survey it sent out a list of questions to several high 
police officials in ranking cities. The replies have been most 
enlightening, but Hupp officials feel that the question is well 
answered in one letter from which we will quote: 

“There’s one thing wrong with present day city traffic 
that holds good the country over, and it’s something that no 
amount of legislation or police action can rectify. I believe 
more than 75 per cent. of all accidents are caused by this one 
thing and certainly easily half of the remainder could 
be avoided. 

“Too many drivers leave their courtesy and part of their 
brains behind. The average man or woman, if walking, would 
no more think of trying to bump into a pedestrian on the 
street than of jumping over the moon. It is quite probable 
in such a case that both persons would stop and respectfully 
nod to the other one to go first. 

“Accident investigations disclose that the drivers 
responsible for traffic accidents try to hog the road and Jack 
The majority of all accidents could be 
avoided if the drivers used more discretion and a normal 
amount of courtesy in handling their cars, just as they do 
when walking on the sidewalk.” 

* * + 


HE Hupmobile questionnaire also brought out that it is 
almost unanimously agreed that in all large cities anto- 


| the Clayton é& Lambert Manufac-| matic traffic signals must necessarily be supplemented by 


traffic policemen during rush hours. Many intimated that 
a proper solution to congestion at street intersections can 
only be obtained by the elimination of surface crossings. 


. 
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Ford Dealer Cashes In on Two Big Events 


George Cole 
Co., Nashville, 
Tenn., Gives Free 
Airplane Rides as 
Banks Mail Christ- 
mas Club Checks, 
And _ International 
SteeplechaseOpens 


ASHVILLE, Tenn. Dec. 15 
(UTPS).— George Cole Motor 
Company recently pulled a _ real 
super-value publicity stunt which 
they believe was a very effective 
business-boosting event, especially 
when it came just three days pre- 
vieus to banks mailing out the larg- 
est Christmas savings total in the 
history of Nashville’s banking insti- 
tutions. 

The International Steeplechase 
for the King of Spain’s gold loving 
cup, which was held at Grasslands 
Racing Foundation and participated 
in by well-krfown American sports- 
men and many of Europe's nobility, 
was scheduled on the same day that |! 
Nashville business concerns were 
holding open house to Santa Claus. 

George Cole Motor Company, Ford 
dealer, cashed in on both. 

Arrangements were made with the 
Golden State Airways to carry pas- 
sengers between Nashville and 
Grasslands Downs, a distance of 
thirty-five miles, in their fourteen- 


| brougham, 
| convertible 


Motor” NEW PRICES ON LINCOLN 


CARS FOR 1931 RANGE 


Detroit, Dec. 15.—Prices of the | 
new Lincoln standard and custem 


body types, ranging from $4,400 to | 


$7,400, were announced today by the | 
Lincoln Motor Company. Steel} 
spoke wheels are standard equip- 


ment on all types. The prices of the | 
are | 


various types, f. o. b. Detroit, 
as follows: 
Sport phaeton, $4,400 (with ton- | 


neau cowl and windshield, $4,600) ; 


Studebaker Sales Co., Chicago, Has 34. 8% 
FROM $4,400 TO $7,400 (Lain (ver November, °29, With Radio Offer 


HICAGO, Dec. 15.—Some 


Studebaker Sales Company of Chicago 


|} over November, 


Naturally, this record has been an 


real automobile history was 


made in November when the 


scored an increase in sales of 34.8 per cent. 
1929. Besides showing the most astounding gain of any distributor here, 
'this company was one of the very few that did not take a loss. 


| important topic of conversation lo- | | mew car now and the fact that the{new models and their popularity, 
cally. Upon investigation a repre- | company was in position to make an | together with the concentrated di- 


| sentative of Automotive Daily News | 


especially attractive offer on the 


sport touring, $4,400; five- passenger | learned today that a special offer of | owner’s present automobile. At- 


coupe, $4,600; town sedan, two-win- 
dow, $4,600; town sedan, three-win- 
dow, $4,600; 
$4,700; seven-passenger 
$4,900; seven-passenger 
$5,100; chassis, $3,500. 
Convertible roadster, by LeBaron, 
$4,700; Berline, wo-window, by | 
Judkins, $5,800; Berline, three-win- 
dow, by Judkins, $5,800; two-pas- | 
senger coupe, by Judkins, $5,200; 
all-weather brougham, by Brunn,! 
$7,200; all-weather cabriolet, by | 
Brunn, $7,400; all-weather cabrio- 
let, by LeBaron, $7,100; all-weather 
cabriolet, by LeBaron  (semi-col- | 
lapsible), $7,300; limousine, by Wil- 
loughby, $6,100; convertible sedan, 
by Dietrich, $6,800; convertible 
coupe, by Dietrich, $6,400; panel 
by Willoughly, $7,400; 
phaeton, by Derham, | 


sedan, 


$6,200, 
All the custom types and the open 
cars of the standard body types are 


place tri-motored Ford monoplane, iequipped with two spare tires and 


and prospective customers were of- | 
fered free rides as an inducement 
to buy automobiles. 

Quarter-page advertisements in| 
the daily papers, carrying the Ford | 
emblem and photograph of the pas- | 


| folding trunk rack in the rear. 


wheels in fender wells and have a 
The 
other types are equipped with one | 
| spare tire and wheel mounted at 
the rear. 


|a Transitone Auto Radio to pur- 
chasers of new cars (the offer was 


five-passenger sedan,/ made also in a different form to| ten memorandum, also signed 
: é fac-simile by Mr. Keeling, in which | 
limousine, | an important bearing upon the sales| the recipient was informed that a 


buyers of used automobiles), had | 
| gains established. 

A total of 102 of these automobile | 
radios has up to now been presented 
| to customers of the Studebaker Sales 
| Company, sixty-two going to new | 
| Studebaker buyers and forty to| 
| purchasers of used cars from the| 
| company. 
| As part of the carefully worked | 
out and well timed plan, a letter 
pe mailed to some 12,000 Stude- | 
baker owners in Chicago, bearing | 
the signature of R. H. Keeling, vice- 
| president of the company. The letter 


ao of the advisability of buying a) 


DEALER SHRINKAGE 


"PUT AT 20 T0 25% 





(Continued from Page 1) 


/much better within two or three 


| weeks after the weather gets good | 


tached to this letter was a supposed- 
ly personal and individual handwrit- 


new automobile radio would be giv- 
en free if a new 


December 20. 
Different merchandising strategy 


was employed to interest used car | 


buyers. Instead of the letter, a 


| classified advertising campaign, to- 


Studebaker were | 
purchased from the company by | 


| rect mail and newspaper advertis- 
|ing efforts, have contributed notably 
in bringing about the increase in 
business. 

Mr. Keeling expects the Decem- 
ber record to be equally favorable 
upon a comparative basis with De- 
cember of last year, due to the fact 
that the radio offer will remain 
open until the 20th of this month, 
with the sales and advertising drives 
continuing also. 


| HARRY BISHOP TO MANAGE 
MACMANUS BUFFALO OFFICE 


gether with one display advertise- | 


ment, told prospective used car buy- 


ers that a radio would be given free | 


with every purchase. 

While giving plenty of credit to| 
the radio offer, Mr. Keeling points 
out also that the introduction of | 


product at the right price and con- | 


duct his sales, -service, advertising 
and accounting activities along lines 


that will help the dealer as well as | 
himself. I would stress particularly | 
| the manufacturer's co-operation with | 


the dealer along accounting lines, | 
| for in that way is obtained the state | 
| of the dealer’s business and the cor- 
rectness of his methods. 


Buffalo, N. Y., Dec. 15.—It is an- 


nounced here that beginning Janu- 
| ary 1, Harry Bishop will take charge 
of the Buffalo office of MacManus, 
Inc., advertising agency, that will 
handle the Pierce- Arrow account. 


duction, but the used car question 
is up to the dealers. Used cars 
should be looked upon as an Oppor- 
tunity rather than a means of eat- 
ing the hearts out of the dealers. 
On the one hand, dealers should 
|cut out Overallowances on used cars, 
and, on the other hand, they should 
not allow used car inventories to 
pile up. They should break even on 





oom plane, —_ore a public | CHEVROLET DEALERS MEET ‘next year. I believe also that 1932 age are entitled to the same | the gross in this department. Don’t 
every person who buys a new | KLINGLER AT MILWAUKEE) | prof as manufacturers—30 per| buy used cars foolishly. Remember 
| will be the most prosperous year ; | 

Finis sStvng Sines eter Cale | tren, wie, ee 8-—sevra| alt f aloo eter, be: [Soe verge on nye | that meh aula dere 
free,” good for a thirty-five-mile ride hundred Chevrolet dealers and their | C@US¢ they will enjoy their greatest per cent. in a year like this, or 50|from usage. Therefore don’t keep 
in “the giant Ford all-metal air-| associated bankers from the Mil-| | profits if not their greatest volume. | to 60 per cent. — the peak. but it|them on the floor long. I have 
plane,” with taxicab service to and | waukee-Janesville zone, met in this| “We must remember that 122,000,- | °) 1 average 30 = j 

per cent. |found that used cars kept ninety 


Ford owner could purchase a ticket | city. A delegation of central factory | 000 people in this countiy are Cone |" wr “sactory should check with days constitute 60 per cent. of the 


for a ride at reduced prices. | executives, headed by H. J. Klingler, | 





from an uptown hotel, while any | 

On the day of the International | 
Steeplechase the plane was sched- 
uled to leave the Nashville flying 
field every hour, from 9 a. m. to 2! 
p.m. Tickets and reservations were 
handled by the Sky Riders’ Club ex- 
clusively for the George Cole Motor | 
Company. 

About 450 persons took the thirty- 
five-mile sightseeing tours, in addi- | 
tion to those making the Nashville | ~ 
Grasslands Downs trip, Mr. Cole} 
said. And many prospects for later | 
purchases were secured, and sales | 
that amounted to “a great deal| 
more than the cost of the service’ 
were consummated. | 

When asked about the sales value | 
of his participation in the conning 
parade in honor to Santa Claus, in | 
which sixteen of White Fleet gsales- | 
men cars carried children Selected | 
by civic organizations, Mr. Cole said | 
that a fleet of sixteen new white | 
cars carrying the firm’s name on | 
each one certainlv did that firm no}! 
harm | 


CHEVROLET DEALERS | 
MEET AT WICHITA! 


Wichita, Kan., Dec. 15.—Indica- | 
tions of the renewed buying interest 
in automobiles from coast to coast 
were manifest here last week during 


a conference of Chevrolet dealers of 
this zone in the hundreds of tele- 
grams which poured in on the Chev- 
rolet Motor Company, according to 
D. E. Ralston of the Chevrolet of- 


fice, who attended the meeting. 
The telegrams told of the sensa- 
tional reception accorded the new 


Chevrolet since its introduction No- 
vember 15. 

Telegrams from Chevrolet dealers 
and officials in all parts of the 
country offer an excellent cross-sec- 
tion of the buying attitude of the’ 
automobile public, and presage an 
even bigger automobile year than 
had been anticipated, Mr. wea 
said. 

The telegrams were not ont! 
to any one section of the country, 
but came from ali parts of the na- 
tion. 


4 


vice-president and general sales/ 
manager of the Chevrolet Motor | 
Company, attended. 


LEE MOTORS TO SELL 


|'suming all the time and that they 
|have also been consuming more | 
|than has been produced. We seem | 
| to forget that 35,000,000 people are | 
| working, preferring to think of the | 
i who are out of work. The | 
challenge right now is 


| the dealer every month on whether 
he is making money, and point out | 
why, if he is not. The biggest job 
General Motors is doing right now 
|is the accounting aid to dealers. 


| used car losses. 

“Finally, we need to eliminate 
from this business the strife and 
resistance between dealers and man- 
ufacturers, substituting confidence 


to those | We find that the factory can often} on the part of dealers and sincerity 


CHRYSLER AT VANCOUVER | | working to spend money and put | study the operations of dealers bet- | and honesty on the part of manu- 


Vancouver, B. C., Dec. 15.—Fordyce | 
Motors, Ltd., announces the ap- 


way, here, as dealer for Chrysler | 
and Plymouth automobiles. 









| the 5,000,000 back to work. 
“The automobile manufacturer 


just as the dealer has. The} 
build a good) 


ties, 
|} manufacturer must 


When it comes to choosing 


washer, the above statements will become 
more and more important to you as you 
examine Curtis Hydraulic Car Washer 
construction and see what it means, 


Built by Curtis specifically f 


washing work, not an assembled job or 


an adapted 


ter than dealers themselves can. 
Of course, it stands to reason that 1! 


businesslike things. 


“We at the factory can lick pro- | 


Silent! Fully Enclosed! Self-Oiling! 


a car 


cups. 
or car 
and socket glands. 


unit, removing a single part. 





flake off. 


three. 


hammer, 


trol. Can be locked in 


for booklet 
which give complete details of 


CAR 


CURTIS 





Triplex type 3 cylinder pump provides con- 
stant, steady high pressure, without jerky action; 
permits slow speed, therefore, no racking strain. 

Fully enclosed construction permits automo- 
bile type of flooded self-oiling. No oil or grease 


Outside packed pistons with non-binding ball 
Packing adjustable without 


No inaccessible cup leathers on piston to wear 
out, and no porcelain lined cylinders to check and 


Four-bearing crankshaft, not the usual two or 


Silent “V” Belt Drive, no noisy chains or gears 
to wear or break; frame of metal, no wood to rot. 

Pump cannot become air bound. Connected 
direct to water line without danger of 
” or blowing out plumbing fixtures. 
Self-closing nozzle has handy spring lever con- 


position. Nozzle disc of hardened, rustless steel, 
not quick wearing material. 


Actual records show that the Curtis Washer will pay for itself out 
of increased business and lowered cost in from 5 to 15 weeks 
"Super-Service Profits,” 


CURIIS 


1960 KIENLEN AVENUE, 
5518AH, HUDSON TERMINAL, NEW YORK 


| fac turers.” 


| pointment of Lee Motors, 724 Kings- | has certain well-defined responsibili- | believe factories should not do un- CLASSIFIED ADVERTISEMENTS 


IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


— 















“water 






either body or chassis wash 







Send 
and for Curtis Washer Catalog, 
its superior construction. 







W ASHER 


PNEUMATIC MFG. CO. 
ST. LOUIS, MO. 
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Midland & Scottish Railway, i 
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Be ] N CAR MAKERS READY —|f 
| 
motive AUYINGWS — FOR ANNUAL SHOWS 
e g r the Entire Automotive Industry” | 
7 . — = —_____— <<< | (Continued from Page 1) 
ars > red E D: Ex st Sunday and Monday by an 1 . iid See a . ; he 
arenes, very Z “NEWS PUBLISHING CORPORATION, | without being definite as to each | NE of the four great railroad systems of the Unite 
350 Hudson St., New York, N. Y. | model. It is apparent, however, that | Kingdom, the London, 
O. J. Elder, President. H. A. Tarantous, Vice-President. Alexander Johnston, Secretary. price is ‘going to cut a big figure | a . t t { | fj t 1. 1- 
Entered as oiend-lans matter August 27, 1925, at the post office at in this next campaign and that the | & ing oO uy ou the irst rail-and-road bus on a stretch o 
New York, N. ¥., under the Act’of March 3, 1879 public is going to get far more for | read near London. 
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Overproduction or 


° 
Underconsumption 

IR HENRY DETERDING, the well-known oil magnate, 
i insists that underconsumption and not overproduction is 
the cause of the present world trade depression, Sir Henry 
his contention, that 150,000,000 Russians 
now are consuming only about as much as 60,000,000 Rus- 
sians did before the great war. He calls attention further to 
the fact that 400,000.000 Chinese are consuming only about 
three-quarters of the products that they are capable of 
assimilating. “No one can tell me,” avers Sir Henry, “that 
when vou cut off 200,000,000 consumers from the world’s 
export markets you affecting it.” 

~ As a matter fact, our own consumption per capita, 
here in America, has fallen off during 1930. We are savi 
money faster than we were during the prosperous years of 
1928 and 1929, but we are hesitating before we spend what 
we would normally pay out without a thought. Our savings 
bank deposits prove that. ‘In Albany, N. Y., the savings 
banks “et been running advertising copy advising people to 
spend money on matters of ere value or on commodi- 
ties that they actually need. 

The present Christmas season may see a loosening of the 
purse strings and may see people again buying without 
groundless fear. Wise saving is one of the ro ecks on which 
national prosperity founded, but fearful hoarding is | 
something very much else again. } 
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Crying Towels 
NE of the subscribers for Automotive Daily News has 
recently evolved an ingenious bit of propaganda for a 
better attitude of mind on the present business situation. 
This takes the form of a small fabric towel, labeled in large 


letters: “Crying Towel.” Beside this title appears a sug- 
gestion as follows: 
“The next bozo who comes weeping to you about ‘bad 


hand him this crying towel, show him a quiet, 
When the weeping fluid has 
be able to see things in 


business, 
corner and tell him to go to it. 
perreemee its duty, he may 
brighter light. 


” 
a 


“OUR BU SINESS IS GOOD.” 

This is the spirit that is going to get us somewhere, Wi 
do not have to be blind optimists. This is not going to be the 
best wintér we had, But there is hope ahead. That 
hope will become accomplished fact sooner if we dig our toes 
into the ground and start going somewhere. Sitting around 
erying isn’t going to help promote revival. Our subscriber, 
Motor Rim and Wheel, in Los Angeles, has the right idea. 


Steel Revival 


NE of the basic factors that all students of economics 

watch is the steel business. When the steel industry 
starts to move forward business may know that general 
revival is on the way. 

There have just been noted certain minor but interesting 
signs of advance in the steel industry. There is taking place 
a gradual increase in demand for forward delivery. This 
would seem to indicate that many buyers believe the bottom 
of the market has been reached and they are placing orders 
for their future needs, with this idea in mind. 

Another favorable sign. The unfilled order list, the 
so-called “backlog’’ of the United States Steel Corporation, 
increased 157,873 tons in November. This compares with 
an increase of 57,425 tons in October and with a gain of 
38,783 tons in November last year. The present November 
increase is the largest since last July. 

These may be straws in the wind, but they certainly 
suggest that the wind has turned to the right direction. | 


ver 


| And out of it all has come 


{that the 


| Was a final dress parade. 
sion lasted four days and those who 


its money than ever before. 

Most of the distributors and deal- 
ers have been here to look at the 
new lines. They have been carefully 
drilled as to merchandising meth- 
ods and pepped up as to the stuff 
they will handle in 1931. On the 
whole, they seem well satisfied with 
the situation. They have been in- 
spired by the makers’ enthusiasm 
and in turn they have given. the 
executives a line on business con- 


ditions in their various localities 
| which enables the sales staffs to 


gauge the possibilities of next year 
a some- 
feeling as to the 
towels” are not 
it can be safely said 
situation is much better 
than a month ago. 

The four-day meeting of Olds- 
mobile zone managers at Lansing 
The ses- 


optimistic 
“Crying 
and 


what 
future. 
needed 


talked to the zone 
such General Motors dignitaries as 
- P. Sloan, Jr., R. H. Grant, Fred 

. Fisher and O. E. Hunt. In addi- 
shan D. M. Spaidel, general manager 
of G. M. A. C., spoke on term pay- 
ment plan policies and E. H. Daw- 
son described the plans of the Gen- 
eral Motors Fleet Corporation. of 
which he is president. D. S. Ed- 
dins, general manager of Olds, 
naturally had something to Say, 
while J. T. Collins, general sales 
manager and who was in charge 
of the meeting, reported that his 
dealer organization is in a most 
favorable position to handle the in- 
creased business predicted for the 
‘oming year 

Mr. Sloan declared that every in- 
dication points to an increase in the 
number of automobiles sold during 
1931, as compared with the year 
just closing. He said that thou- 
sands of owners, financially able to 
buy, 
during 1930 and declared that this 
large group of buyers will enter 
the new market next year. Such a 
situation, he considered, is highly 
favorable for cars in the moderate 
price class of Oldsmobile. 

The Studebaker-Borg poolof free 
wheeling patents naturally caused 
considerable talk in Detroit circles. 
That free wheeling will be one of 
the mechanical] features of the new 
year is predicted, and it is thought 
that several others outside of Stude- 


managers were 


baker, Lincoln and Hupmobile will 
adopt it for next year. While it 
has not been announced, it is said 
that there are at least two other 
manufacturers preparing to join 
this group, and it is expected the 
New York show will be the mega- 
phone through which the announce- 
ment will come. 


for 


The coach is similar in size and appear 


| ance to the ordinary single-deck bus, but it is fitted with twi 


|} homes in one and the same vehicle. 


have deferred their purchases, 


alternative sets of wheels, one with pneumatic tires for us: 
or the road and the other with steel tires similar to those 01 
a railway car. It has machinery for raising and lowering th 
two sets of wheels. 

If the experiment is successful it will be possible to piel 
up passengers on the roads, take them to the railway. depot 
and run the bus onto the track with its second set of wheels 
Similarly, people will be able to travel from London to thei) 
The new vehicle has 


been designed largely with ordinary buses:— 


Motor Freight and 

; ‘~ H year during the last two years more oil wells hav 
been shut in because of a lack of market than have beer 

brought into production, according to Secretary of Interic: 


to compete 
Bus Journal. 


k 


Wilbur. On Jyly 1 last, he stated, there were shut in, in the 
seven oil states, 6,190 wells, including 599 on the public 


domain; whereas new wells brought into production during 
all of 1929 and the first six months of 1930 numbered 1,898, 
including 282 on public land. If wells were beigg shut in 
more rapidly than new wells were being produced, it is not 
apparent that further prospecting would result in anything 
but an economic waste of any oil which might be produce, 
Secretary Wilbur further stated in his report.—Jeournal of 
Commerce, New York. 


COMING EVENTS | 


! 
PIERSON-EDWARDS CoO. 











FORMED AT PERRY, ALA, 
nanenenen Montgomery, Ala., Dec. 1 Ps). 
rele 
1i—Toronto, Canada. Society of Auto- Articles of incorporation were 
oe. Engineers, Canadian Section |. ? 3 . 
tit filed for the Pierson-Edwards Motor 
18—Indiar 2 nolis, Ind. Society of Auto- : . ¥ 
motive Seainesrs Section meeting. | COMpany, Inc., of Perry, Ala. The 
5-37 sels lei Automobi sree . 
6-1;—Brussels, Belgium. Automobile Ex-/ application declared the company 
JANUARY | was capitalized at $10,000. all paid 
3-10—New York. National Automobile; in. iIncorporators were H. T. Ed- 
Show rardc ‘ > 8 nies 
5—New York. Rubber Manufacturers’ | WATS, G. M. and Frances Pierson. 


Association convention. 
6—New York. National Automobile 
Chamber of Commerce annual show 
banquet at Hotel Commodore. 
5—New York City. National Automo- 
bile Dealers’ Association convention 
7-10—East Orange, N. J. Automobile Show | 
of the Oranges and Maplewood. j 
8—New York City. Society of Automo- | 





_——— 


tive Engineers’ annual dinner } 
10-16—St. Louis, Mo. National Roadbuild- | 
ers’ show and convention 





What’s in a 


10-17—Buffale, N. ¥Y. Automobile Show. 





io 1j7—Milwaukee, Wis. Automobile Show 
10-17—Philadelphia. Automobile Trade ASs- 

sociation annual shov 
10-17—Newark, N. J. mobile Show. ? 
11-17—Cincinnati, O. Automobile Show. 
13-17—Evansville, Ind. Automobile Show. 6 
17-24—Boston. Automobile Show 
17-24—Detroit, Mich. Annual Show, Con- 

vention Hall | 
17-24—Hartford, Conn. Automobile Show. | Wh h h f 

at state armory | at t oug t, or 
17-24—Montreal, Can. National Motor | e t . 

Show of Eastern C a at Stadium, | ao 
17-24—Baltimore, Md. Automobile Show. | ins ance, springs to 
17-2i—Pitts sburgh. Pa. Automobile Show. | . 
19-22—Chicago. National Wheel and Rim mind at the men- 

Association convention at Edge- 

water Beach Hote] ° 
19-23—Detroit, Mich. Society of Automo- tion of 


tive Engineers’ annual meeting. 


19-24—Omaha, Neb. Automobile Show 
19-24—Elmira, N, Y¥Y. Automobile Show at |! 
Armory } 
19-24—Louisville, Ky. Automobile Show. | - 
19-24—Rocbester, N. ¥Y. Automobile Show 
24-31—Chitago, Ul, National Automobile | 


Show 














sored by St. Paul and Minne apolis at | 


— 24-31—Altoona. Fa. Automobile Show at : . * 
M. E. A. SHOW BANQUET amet hea mt is with full apprecia- 
m 24-31—Cleveland. vAUt omob le Show . 
TO BE HELD JANUARY 7 24-31—Washington, D. Automobile | tion of the record be- 
Show 
2 _ les. Automobile Show. . . 
nc ee Ang oe Natl a 1 a oe | hind this name that we 
New York, Dec. 15.—The annual Dealers’ Association conventicn. | . . . . 
: | 26-31—Spring . Mass. Aut bile Show 
Motor and Equipment Association , a y. ialemaniie Show | take pride In furnishing 
3 let ¢ > , > ) at Armory | : . ° : 
ganquet and Show to be held on | 4g 5, at Atmory. opie show || this fine line of trucks 
Wednesday, January 7, on the Hotel at Exposition Building | e 
Astor Roof, will again be one of the | *!-Feb. 7—San Francisco, Automobile Show with the 
high spots of National Automobile FEBRUARY 
Show Week in New York. Jan. 31—Feb. 7—St. Paul, Minn. North- | M : 
This big party is sponsored by the west Automobile Show, jointly spon- yers Ola. ystem 
ing 


M. E, A. each year 
and friends 
bile show. 

M. B. Ericson, Houdaille-Hershey 
Corporation, Chicago, is chairman 
of the banquet committee. He is 
being assisted by C. H. Burr, S. K. F. 
Industries, New York, and George 
L. Brunner, Brunner Manufacturing 
Company, Utica, N. Y. 


the members 


attending the automo- 


ACQUIRES HUDSON-ESSEX 

LINE AT SAN ANTONIO 
Tex., Dec. 15.—Ac- 
quisition of the Hudson-Essex line 
of motor cars for this city and sixty 
surrounding counties in south and 
southwest Texas, has been an- 
nounced by Ward Orsinger, presi- 
dent of the Orsinger Motor Com- 
pany of this city. Previous to taking 
on the new line, this firm has served 
as Durant distributor here for a 
number of years, and will continue 
in this capacity until Durant 
Motors finds another distributor- 
ship. 


San Antonio, 


————— 


21-28—-San Francisco. 


Grounds. ! 
ile Show. 
Show 

ade Associa- 


the Minnesota State Fair 

2- j—Scranton, Pa. Automo! 

2- 7—St. Louis. Automobile 

3—Minneapolis. Auto T: 
tion convention 

7-14—Los Angeles. Automobile 


| of Automatic 


Salon. 


7-14—Kansas City. Automobile Show. . © ° 
9-14—St. Petersburg, Fla. Automobile | Chassis Lubrication 
Show at Winter Garden 
9-14—Denver, Colo. Automobile Show. 
11-13—Chicago, Ill. American Society of | bs 
Mechanical Engineers’ fuel meet-/|]} Thus Pierce-Arrow has applied a “pre- 


ing 


feature to help 
This chassis 


7 : ~ 
ventive maintenance 


Automobile Show at} - 
the users of its tracks. 


14-19—Indianapolis. 
State Fairground. | 


14-21—Omaha, Neb. Automobile Show. os natt * . . * 
16-20—San Francisco. Society for Stee |{ labrication is a big factor in cutting 
Treating National Western Metal|§ the cost of operation and maintenance. 


Macninery Exposition. 
Automobile Salon 


and 


21-28—Quebec, Canada. Automobile Show 
22-March 1.—Los Angeles. Pacific Coast 
Transportation Exposition at} 


Shreve Civic Auditorium 


Chassis 


23-28—Des Moines, Ia. Automobile Show 
at Coliseum. 
24-March 1—Seattle, Waesh Automobilk 
Show at Civic Auditorium e ° 
25-March 2.—Camden, N. J. Automobile ul ricating 0 
Show. 
© 
MARCH 
6-15—Geneva, Switzerland. Eighth Swiss 
International Automobile Show. 


RAHWAY, N. J. 
Detroit Office: 120 Madison Av. 


7-14—Brooklyn, wy. Automobile Show. 
Y 


MA 
4- 9—Charlotte, N. C. Good Roads 
vention. 
9-Aug. 9—Berlin, Germany. 
Garage Exposition, 


Con- 


International 


oe 









. 


we * 





we 


DECEMBER /16, 1930 


ad 


Diet 


os - 


esign and merchandising impr 


in: the automobile industry, that have : 


: universally copied. Auburn pledges to continue 5 





AUTOMOTI 


VE 


UESD 


AY, 


DECEMBER 16, 1930 








| Production 


»-» Engineering -- Factory | 





The Commercial Side 
Of Research — 


By MEADE F. MOORE 
Nash Motors Company, Milwaukee Plant 


The following, in part, is a paper 
presented before the December 
meeting of the Milwaukee section, 
Society of Automotive Engineers. 


For the sake of illustration we 
will divide research into two classi- 
fications: First, true research, and 
second, commercial development. 

The former would have no outlet 
if not for the latter, and the latter 
would soon starve for lack of ma- 
terial if not for the work of the 
former. We can define true re- 
search as that branch of develop- 


ment which searches into the un-| 


known with an attempt to diagnose 
future requirements. This field you 
can readily see is unlimited. 


The question now arises as to who} 


should carry on this type of re- 
search. The government research 
departments, together with our own 
and other engineering societies, and 
many colleges are carrying on this 
work, and should command*the help 
of more industrial 
As this field is unlimited, naturally 


the equipment required for such re- | 


search is elaborate and special in 


nature, and unless this work is sup- | 
ported by various organizations and | 
industry as a whole, the small in- | 
dividual has very little chance of | 


making much progress in what we 
term true research, 
The basis of all research is, no 


doubt, centered in the personnel of | 


that organization. The type of man 
required for true research would 
be undoubtedly the type which we 
might call an idealist, or the college 


professor type, each of whom are | 


martyrs to thier work, and who re- 
ceive very little compensation for 
their energy expended. These men 


organizations. | 


ganizations working on the individ- 
jual problems of their 
| products. These departments are, 
| however, co-ordinated as one, with 


One division having complete access 
| to any of the work going on in an- 
| other. It has been found that this 
|} scheme has worked out better than 
/when the three departments were 
| centralized. It entitles each unit to 
| the full share of attention, and also 
{more individual thinking is done, 
; which is harder to obtain in a cen- 

tralized organization. 


ing organization may function. Per- 
haps with a separate research de- 
partment, a proving ground and 
what not, the chief engineer may 
have some particular problem which 
he wishes to investigate. A memo- 
randum to this effect is, no doubt, 
written to the assistant engineer, 


the experimental engineer, the head 
of the research division, the fore- 
man, and eventually to the man 
who performs this experiment. The 
| work is performed and this man’s 
report again travels all the way 
back. There may be some politics 
in this organization—the experi- 
mental engineer may not think 
much of the head of the research 


respective | 


Let us see how a large engineer-| 


\DETROIT GEAR TO MAKE 
_ NEWHELICAL GEAR 
TRANSMISSION 


The Detroit Gear and Machine 
Company, division of Borg-Warner 
Corporation, Detroit, Mich., is pre- 
paring for the manufacture of a 
helical gear transmission that may 
| be had with or without a synchon- 
| izer. The new transmission is of the 
;constant mesh type and permits 
}easy shifting, it is claimed. 


the car driver to shift, at any speed, 
between high and second gears or 
between first 


| manufacturer. 


“If I Were an Engineer Today” in 
which he _ states that engineers 
should visit their service stations, 
contact with service managers and 
consumers of their product. Con- 
tact of this nature not only gives 
the engineer a perspective of the 


ular territory under which the 
| product must operate. We all know 
that a mathematical problem can 
be solved if we have enough known 
| factors. The same applies to the 
laboratory, for if we have too many 
unknown factors or conditions, our 
| experiment is sure to fail. 
agree with Mr. Moskovics that this 
is one of the best methods of con- 





| trolling common sense in the lab- | 


| division, and again this report goes | oratories. 


back to the man 


many different opinions that he be- 


sion should be. Now with 


who eventually | 
makes the decision. He will have so| commercial research laboratory is a! 


gins to doubt just what his deci- 


The selection of equipment for a 


| Problem that should be carefully 
Studied. The equipment should be 


the | selected carefully to see that its ap-| 


| smaller units, the man who makeS| plication may be as diversified as 


of this particular investigation. 


this final decision will have an op-| 
| portunity of being close to the work | 
and possibly see at least a recheek| seen equipment in which consider-| 
If| able capital has been expended on | 


| possible. This equipment in some 


cases May be very meager. We have 


Use of the synchronizer allows | 


and second gears | 
without clashing, according to the} 


, 
quote from Mr. Moskovic’s article | 


user, but also offers an opportunity | 
| to study conditions of that partic- 
and likewise goes down the line to| 


We | 


 Autaco Water Filter 


| 


Automotive Accessories Company, 
Detroit, Mich., is marketing the 
Autaco Water Filter, a device de- 
Signed to remove rust and sludge 
from the cooling system water. 
Although only a small part of the 
water, about 8 to 10 per cent., is 





Fig. 1—The Autaco water filter | 


installed, 


diverted through the filter at one | 


time all of the water in the cooling 
system passes through the filter in 
a few miles running, it is claimed. 
The device consists of four major 
elements and contains no moving 
| parts. These elements are a divert- 
jer, @ diffuser, a series of baffle 
| plates and a sediment trap. 
| The action of the filtering process 
| 





Removes Sludge From 
| Cooling Water 


| is to slow down the water which is 
derring and permit the sediment 
| to settle and return the filtered 
| water to the system. 

The diverter is combined with the 
| elbow outlet at the forward end 
|} on top of the cylinder head. It is 
| provided with two fittings, which 
take % in o. d. tubing. Connecting 
with the lower fitting, inside the 
elbow, is a sort of pitot tube with 
an enlarger orifice which diverts a 
part of the water through the tub- 
ing to the sediment trap. In the 
forward end of the sediment trap 
is the diffuser, which breaks up the 
water stream, slows it down and 
helps to eliminate turbulence, The 
water passes through the baffle 
plates and leaves the diffuser at a 
speed of 3 to 5 feet per minute. 





Fig. 3.—Interior view of Autace 
water filter with diffuser and baffle 
plates in place. 


The water filter is automatic and 
requires no attention except for re- 
placement of the sediment trap 
about every 8,000 miles. Anti- 
freeze solutions do not affect the 
operation of the filter, but since 
they tend to loosen rust and sludge 
the filter “is especially helpful in 
freezing weather. 

The removal of the rust and 


not, the report of the man making) units which may have been used| 
this work and the engineer's final! once and now stand idle. The se- 
vital to the progress of our indus- | decision may not be any better than) lection of this kind of equipment is 
trial scheme. The value of this type | the mechanic who made the original | what makes the management reject | 
of research is very hard to estimate, | test. requests for further appropriations | 


would be failures in commercial en- 
terprises, but certainly their work is 


sludge from the cooling water by 
means of this device is instru- 
mental in the elimination of one of 
the major causes of overheating, 


and likewise it is very difficult to 
interest capital in carrying on this 


type of work. We fully believe that | 
true research will find its own, and | 


will eventually be put on a national 
basis, in which every one may have 
access to true research development. 

We now come to the second clas- 
sification, “commercial develop- 
ment.” Again we will put the per- 
4nnel of this department as the 
fundamental basis of operation. 
This personnel may be the entire 
engineering department. These de- 
partments seem to function best if 
divided into comparatively small 
units. In our own organization we 
have three distinct engineering or- 


Two New Red- 
For Ford and Chevrolet 


We now come to what we place 
|next to personnel, and that is just 
plain common sense or an under- 
standing of what is required of our 
product in actual use. Without 
{this understanding the laboratory 
|may be off on the wrong foot most 
of the time. How is the engineer 
going to be able to develop this 
understanding? The factory serv- 
ice department is one source of in- 
formation, but we find that this 
information does not always pre- 
sent the true facts. The dealer serv- 
ice manager is generally thoroughly 
mad when he _ writes a letter of 
complaint to the factory, and nat- 
| urally the conditions may be sonre- 
' what exaggerated. I would like to 


Ca 


t Heaters 





Red Cat Instant Heater for Chevrolet 6 


; for new equipment. 


| The day of the consulting engi-| 
is | 


;neer in the automotive field 
about past. We see a new unit de- 
veloped which will far surpass the 


| usefulness of the consulting engi- | 


neer—and that is the specialized 
|commercial laboratory, which will 
develop this specialized equipment 
| Necessary for new problems and 
| which may be called in to your own 
| laboratory and the work performed 
junder your personal 
| As an example, an engine indicator 
has been developed in which an in- 
| dicator diagram can be taken of all 


This equipment one would probably 


| have use for a few times during the! 
year, and it is a lot better to call in! 
their specialized | 


the experts with 
equipment than to purchase this 
| $6,000 equipment and have it stand 
| around idle nine-tenths of the time. 
| We now come to possibly the hard- 
| est problem the engineer has in 
oe out his work, and that is 
| to be. allowed the proper finances 
'for the 
Several methods may be used for the 
| proper distribution of the expendi- 
| tures. The one which we follow, and 


which has proven very satisfactory, | 


| is that the cost of running the de- 
| partment per month is considered 
ja fixed overhead, and is dissipated 
|in the number of units built during 
the month. 

| Commercial development has a 
| definite value and does pay divi- 
dends. It is to this department that 
the sales department may look for 
selling advantages, 
turing department for simplified 
manufacture, the purchasing depart- 
ment for competitive suppliers, the 
cost department for the distribution 
of material that will result in lower 
material costs and the manage- 


Two new “Instant” heaters have car interior and supplies heated air| ment for maintenance of quality. 


been introduced, one for the Chev- 
rolet 6 and the other for the model 


A Ford, by the G. A. Roth Manu-| from a switch on the dash. 


facturing Company, Hastings, Neb. | registers are finished in nickel. 


Both units are of the circulating 
ai type. 


| from around the exhaust pipe. The 
; motor-driven re-circulation unit of 
|the heater assembly is operated 
The 


The Chevrolet heater lists at $22 


A re-circulating unit|and that for the Ford model A at 


withdraws the cooler air from the | $22.50. 


| The sales department is, no doubt, | 


entirely dependent on the engineer- 


observation. | 


;eight cylinders at the same time.! 


engineering department. | 


the manufac- | 





Fig. 2—The diverter of the Autaco 
| water filter, 


velopment be to the manufacturing 
department? In developing a new 
design, we like to have the experi- 
mental patterns made under our 
own direction which we can follow 
through the foundry and likewise 
|do most of the machining opera- 
tions in our own department. This 
gives the engineer an opportunity of 
determining whether this design is 
| practical for manufacturing, and 
|}many corners can be cut in this 
stage of development that will re- 
sult later in lower manufacturing 
costs. 


If the purchasing department is | 


given only one source of supply for 
purchased units they would be 
greatly handicapped in competitive 
buying, and it is the duty of com- 
mercial development to supply the 
purchasing department with infor- 


| mation regarding competitive units | 
which will do the job satisfactorily. | 
This also will eliminate the pur- | 
chasing of inferior material at a} 
depart- | 


price. The development 
ment, to a large degree, controls the 
finished price of a product. For 
example, a car weighing 3,000 
pounds will have a material cost of 
approximately 16 cents a pound and 
labor of approximately 2 


direct 


loss of power, warped and sticking 
valves and clogged radiators, the 
manufacturers state. 


STROMBERG ANNOUNCES 
NEW CARBURETOR 


The Bendix Stromberg Carburetor 
Company announces a new small 
compact aircraft carburetor for two, 
three and four-cylinder engines, a3 
'used on small airplanes and power 
|gliders, This carburetor is small 
and weighs only two and one-half 
pounds. It is four and one-quarter 
inches high. There are two models 
available, the NA-S2 for engines of 


fifty horsepower or less, and the 
NA-S3 for engines of fifty toe 
ninety-five horsepower. No econo- 


mizer, accelerating pump or mix 
ture control is needed. A special 
throttle valve body, incorporating @ 
back suction type of mixture con- 
trol, can be furnished at a slight 
additional cost. 





much can be accomplished by com- 
mercial development along this line. 
- The development department has 
worked for months to develop a 
standard of product which they 
have succeeded in selling to the 
management for production. It 
therefore becomes the duty of com- 
mercial development to see that 
this standard of quality is main- 
tained during actual production. We 
use a system of taking units direct 
from the production line and fin- 
ished cars daily into the laboratory 
and checking same against our 
previous standards. This seems to 
have placed a tremendous responsi- 
| bility upon the engineering depart- 
ment, but, if properly organized, 
| does not require as much attention 
as would be indicated, and it cer- 
| tainly saves a lot of headaches after 
| the product is out in the hands of 


ing department for new ideas and| cents a pound. As the engineering | the ultimate consumer. 


selling advantages and should have 
close contact in order to sense the 
trend of public demand for their 
product. 


Of what aid can commercial de-| cost, it can be readily seen that 


and distribution of material of a 
product, and as the material is the 
largest single factor in the total 


| department controls the selection 


. ‘ 
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The True Story of the Fish 


That Walked on Land 


“Tell me a fairy story,” the child says. 


“Well, my dear,” we begin as we take the little 
one on our knee, “once a long time ago there was 
a— a—,” and here we start racking our brains for 
the most impossible thing we can think of, never 
for a moment realizing that if we wanted to build 
the most amazing fairy story ever told, all we 
should have to do is relate the story of ourselves. 


“There was a— a— fish,” we could say (unless 
we chance to be fundamentalists) “who one day 
decided he would like to get out and walk on 
the land.”’ 


Whereupon, amidst the child’s giggles, we could 
begin the true story of the greater part of the 
whole development of what biologists call the 
cortex, or new brain, the brain that they say helps 
us to modify conduct, or adapt ourselves to new 
conditions, or suddenly change our methods or 
our actions to get out of tight places; the brain, 
in fact, that has come all the way up from the 
backbone of the fish until it has settled above 
the eyebrows of the man. 


Or, if we chance to be fundamentalists, we need 
only go back a few thousand years and say, “Once, 
my dear, there was a tribe of people in a land 
where there was plenty to eat, but everybody 
wasn’t getting it. The game was scarce and scary, 
ind they couldn’t catch it. Then, one day, a man 
who was sitting on a log suddenly got up and tied 
i string to his rock and whirled it around his head 
ind threw it at the game. And he got enough to 
2at. And they called him a genius—or they would 
1ave called him a genius, if they had known how 
‘0 say it—and then they all tied strings to their 
-ocks and they all got enough to eat. Yes, my 
lear, that was what they called a sling shot, the 
ame kind of weapon with which little David 
lew big Goliath.” 


Or—“They were in a boat, a little thing made out 
of bark that they were pulling around with oars. 
And there wasn’t enough trading where they 
vere and there was plenty of good trading in the 
and nearby. And the wind was blowing and the 
yoat was rocking. And then suddenly one man 
itood up and spread out his goatskin coat. And 
he wind caught it and pulled the boat along. And 
hey called him a genius—or would have, you 
cnow—and then they all stood up and spread out 
heir coats and they all found bigger and better 
narkets of trade because they did something dif- 
‘erently. And that was the beginning of sailing 
yoats and ships and travel to far lands. Yes, that 
§ even why you are here tonight in this far land, 
called America, and sitting on Daddy’s knee.” 


The cortex, the new brain---the tribe with plenty 


to eat but ne way of reaching it, the modification 
of conduct---the man standing up in the boat, the 
readjustment to circumstance: what a fairy 
story, what a tale. 


Then suddenly we sit up straight in our chair, 
and the child, real or imaginary, sees our mouth 
tight-set and our eyes far away. 


“Why, that’s our problem,” we say. “Old order 
of things won’t work, readjustment to circum- 
stance, plenty for everybody, but everybody isn’t 
getting it. Plenty of money but money isn’t work- 
ing. Must find new methods of approach. Must 
do new thinking. How can I iron out my produc- 
tion problem? How can I get my advertising dol- 
lar to go farther? Mass production. Mass outlet. 
I have the mass production. Why am I not get- 
ting more of the mass outlet? How are my people 
spending my money? Savings deposits increasing 
by millions and my sales going down. What’s 
wrong with this picture?” 


Whereupon we glance across the table at some 
headline and story which tells us in one way or 
another that “everything is all right, Mr. Manu- 
facturer. Just keep on doing what you always 
have done. Your production is a little greater than 
consumption, that’s all. You’re a little in advance 
of your time. All you have to do is wait for 
America to catch up with you.” 


“Grrh,” you growl. “The owners of canals and 
post roads waited for America to catch up with 
them. And they saw America go past them at 
sixty miles an hour on a railroad train. Hmmm, I 
guess the railroads are doing a little thinking, too, 
right now.” 


Gentlemen, we are no longer in an age when 
one genius affects an era with a goatskin coat. 
Ten thousand heads of American manufacture 
are adjusting the sails of their imagination to the 
new winds of trade; are trying to find new 
methods of locomotion, or promotion, or what- 
ever you care to call it, that will move their mass 
of production to a mass of homes. 


For mass production is your job and we can’t 
tell you about that. Our job is mass outlet. And 
we can help you with that. 


Here in True Story Magazine we have a great 
composite of America’s wage-earning masses. An 
exclusive world of millions absolutely vital to 
the mass production by which you must carry 
on. Here is the field you must penetrate. Here’s 
where your adjustments must be made. For here in 
‘True Story Magazine is the greatest concentration 
of wage earners that the world has ever known. 
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BALL SEATS: Hardened WEDGES: Hardened— 


—cover 90% of the ball circular—straight on the 

—never change position outside—tapered on the 

in relation to the ball. inside. Outside diame- 

Seats are cylindrical, not ter to fit bore of the 

tapered, and are inter- socket—are interchange- 
changeable. able. 





SOCKET ASSEMBLY: 


SEATS AND WEDGES 


ASSEMBLED: The cy- Complete assembly 

lindrical ball seats are shows simplicity, com- 

tilted and fit the taper pactness, automatics 

of the inside of the take-up, scientific 

wedges. soundness and ebsolute 
dependability. 


Prominent Automotive 
Engineers Approve the 


AUTOCENTRIC 


The AUTOCENTRIC tie rod has been 
on test in many automobile factories. 
In these tests it undergoes as strenuous 
wear as it would receive during the life- 
time of an ordinary automobile. And in 
every case the AUTOCENTRIC has 
come through working'as efficiently as 
the day it was installed in the machine! 


Needless to say, the engineers who ob- 
served this wonderful performance have 





given their enthusiastic approval. For 
here is the only tie rod constructed so 
that the ball is absolutely forced to 
remain exactly on centre for all time. 
Wedge-shaped sleeves, as shown in the 
accompanying diagram, take up wear 
and keep the ball in its original position. 


This tie rod is worth your immediate 
investigation! Simplified construction 


makes prices attractive. 


OLUMBUS 


AUTO PARTS COMPANY 


COLUMBUS, OHIO 





Division of The Electric Auto-Lite Company 


so» ssn tenner tere irs tia tliamenereeeennnet aR $5 





